‘Wewant to become No.1EV playerinIndia’

Following the launch of the new Verna on Tuesday, Hyundai Motor India CEO and Managing Director
UNSO0O KIM talks to Surajeet Das Gupta about the reasons behind the firm's big push in sedans and its

game plan in electric vehicles. Edited excerpts:

Every car maker has
been focusing onthe
high- growth SUV
segment for the last
fewyears. What made
you come out with a
different strategy and
launch the new Verna
inthe sedan segment?
Thetrend towards
SUVsisglobal. Itishappeninginthe USand
now also in Europe, which hasbeen a
hatchback market. In2022, however, apart
from SUVs, only the sedan segment increased
its contribution to the total sales. In 2021,
296,000 sedans were sold, accounting for 9.5
per cent of the total market. In 2022, it rose to
412,000, whichis10.4 per cent of the total
market, reflecting 40 per cent growth. Indians
aspired for sedans, but reputed brands were
focused on SUVs. Our target isto double the
salesthrough the new Verna, currently at
19,000, in the next 12 months.
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Sowhois the new Verna customer and how is
he or she different from the SUV user to
justify a fresh Vernalaunch?

Thereisakey difference between the Verna
customer and the SUV Creta customer. Inthe
case of Verna, 41 per cent of the customers are
lessthan 30 yearsold, whereasin Creta, the
corresponding figure is only 20 per cent. So
Verna customers are younger and more
focused on exterior styling and internal space,
which are key factors. We expect 25-26 per cent
ofthe new Verna customers to be first-time
buyers. Inthe case of the older Verna, it was

THE INDIAN GOVT'S

INITIATIVES ON EVs
ARE VERY STRONG AND
CUSTOMERS WANTTO BUY EVs.
THIS WILL MAKE THE
COUNTRY'S CONVERSION TO EVs
FASTER THAN OTHER MARKETS,
AND | HOPE EVEN
FASTERTHAN THE US

around 20 per cent, while for Cretaitis

21 per cent. The enthusiasm can be seen from
the fact that while bookings opened one
month ago and the price was announced only
today (on Tuesday), we have already received
8,000 bookings. Out of this, about 25-30 per
cent was for the turbo option, which offersthe
best performance.

Hyundai is seen as akey player in the electric
vehicle (EV) space in India. What is your EV
road map for the country?

We want tobe the number one EV playerin
India. After Tesla, the Hyundai Groupis very
good inthe EVspace. India has farexceeded
ourexpectationsin EVs. Earlier, many had
projected that India will go slow on electric
vehicles. But the Indian government’s
initiatives on EVs are very strongand
customers want tobuy EVs. Thiswill make the
country’s conversion to EVs faster than other

marketsandIhopeeven faster than the US.

Hyundai hasalready announced that it will
launch eight EVs by 2028 (its first EVwas the
Kona)in all segments — hatchback, sedan, and
SUV,amongothers. The government’s target is
that 30 per centof all carsin Indiashould be
electricby 2030, while conservative estimates
say thatitwill be 15 per cent. We believe 20-25
per cent is possible by 2030. Also, with more
localisation, availability of cells for batteries —
the production-linked investment (PLI)
scheme for batteries will pay offin 2025-26 —
the PLIscheme for automotives, in which
Hyundaiisa participant, and infrastructure
progress, will all augment the growth of EVs
towards a 30 per cent penetration.

What has been the response to your second
EV, Ioniq 5, which is being offered atan
introductory price 0f344.95lakh?

It hasbeen far more than our expectations.
We have bookings for 800 plus vehiclesand
the deliveries will start from early

April.Itis not acompletely built unit (CBU),
butisbeing manufactured in India. Ithink we
cansell more of them.

Do you see electric cars being available in the
sub-¥10 lakh range? Some competitors have
priced theirs at that range already.

It will depend on battery cell prices. Global
prices goup and down due to the prices of raw
materials. Also, as the technology grows, the
price of battery cell will go down.

Will Hyundai build its own battery cell
manufacturing plant in India?

There are Korean, Chinese and Japanese
battery cell makers already, who are major
global players. Some Indian start-up
companies are alsocoming up in thisspace,
and we are focusing on that. If we increase
electric car volumes, there is the possibility
forajoint venture with a battery maker. It is
happeningalready in the US and Europe.

With the expansion, you will need to build
up more capacity. What are you doing on that
front? You are also looking at buying GM’s
plantto add capacity.

Yes we are. We have already announced
increasing production from 770,000 units

t0 820,000 units per annum. India is

growing very fast, faster than many other
countries, and we will require more capacity
tomeet the demand.
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